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Objective : Provide merchandiser table entries that describe new world programs and 

components. 

Purpose : Explanation of how to report appropriate merchandisers and why they are 

necessary. 

Due to the changing business environment, and the way that our new Retail Partners Marketing 
Plan requirements address brand communication vs. footprints, it has become necessary to 
change many of our Merchandising Table entries. 

All current Merchandising Table entries except RJR LOCKOUT, PM EXCLUSIVE and NO 
PROMOTION will be deleted from the Master List on July 3,1998. Beginning Monday, July 6, 
1998, the new entries will be in the laptop. It is very important that the Merchandising Table 
entries are updated as soon as possible, beginning July 6. during normal coverage . The 
three entries that wiil remain also need to be verified that they are correct according to the 
definitions below. i 


New ‘98 Merchandising Table entries are: 


1 RJR FP BRAND 

2 RJR FP BRANDS 

3 RJR FP BRANDS 

1 RJR SAV BRAND 

MERCH NEUTRAL 

RJR LOCKOUT 

PM MASTERS 

PM EXCLUSIVE 

PM COMPONENT 

BW BOX/PLAN 

BWPLAN 

LOR PLAN 

NO PROMOTION 




The following section contains reporting procedures with examples, as well as explanations on 
how the information you provide will be used. 


1 RJR FP BRAND 

3 RJR FP BRANDS 

2 RJR FP BRANDS 

1 RJR SAV BRAND 


• By choosing one of the full price entries and the savings entry, you will report how many 
brands you have effective permanent display signage ( not pack facings) and/or side carton 
facings to communicate the brand's message. These entries are not necessarily related to a 
specific contract you have signed for an account or how many footprints are present. 

1. In an account that merchandises using Traditional SS or NSS, you will be determining the 
number of brands commun ieated49y-6stf fftlrig ' the 4eetphnts. 

2. In an account that has transitioned to Maximized Presence, you will be counting the 
number of brands that you have side carton facings displayed, and possibly traditional 
footprints if the account merchandises some cigarettes “outside the box". It may be a mix of 
both. 


Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 
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• You do not need to have a contract with the account in order to report RJR brands. 

Example: Many stores keep our permanent display on location after their contract has 
been canceled in order to get promotions. Report the number of Full Price and Savings 
Brands communicated. Do not count an RJR industry pack fixture. 

• The entries will help assess how well we will be able to effectively work campaigns on 
multiple priority brands (e.g., WINSTON/CAMEL) during the same timeframe, as well as 
determine potential opportunities for a brand re-launch (e.g., SALEM). They will also assist 
in making future allocation/spending decisions. 

• Important point: Many times one APD can effectively communicate more than one full 
price brand, Example: APD that wraps around a cash register. On the other hand, one 
System III with channel strip holders on the shelves cannot effectively communicate more 
than one brand message, A System III with enhanced bottom signage may communicate 
two brands effectively. Use your own judgment to determine the number of brands 
communicated. Remember, we are not using pack facings as a communication method, 
but permanent display signage and/or side carton facings. 

• How to report? ; 

Account has CAMEL and WINSTON permanent APDs on the selling counter with a 
maximized presence set up behind the counter with side carton facings/promotional 
area/feature pack facings for CAMEL, WINSTON and DORAL: 

2 RJR FP BRANDS 1 
1 RJR SAV BRAND .1 

In a CTS account, RJR has a total of 16’ of fixture with a top sign and side carton facings for 
CAMEL, WINSTON, SALEM and DORAL. PM, B&W (with their own fixture) and Lorillard 
are also on contract: 

3 RJR FP BRANDS 1 

1 RJR SAV BRAND 1 
PM MASTERS 1 
BW BOX/PLAN 1 
LOR PLAN 1 

MERCH NEUTRAL 


• This entry has been added to the table so that you can report if an account fits one of the 
following descriptions: 

- Account chooses not to participate in any manufacturer’s contracted merchandising 
plans including RJR 

or 

- We, RJR, have chosen not to contract in this account, possibly due to volume 
restrictions of our contracts, but other manufacturer(s) have. 

In these accounts, it is permissible to continue working full price and savings discounting 
with a temporary display, as well as shipping 1 SKU of workplan promotions. This entry will 
help determine future promotional spending /discounting where we do not have a Retail 
Partners Resource Plan in place. 

• How to report? 

Account does not participate in any manufacturer's RDA programs: 

MERCH NEUTRAL 1 
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RJR LOCKOUT 


• The account has elected not to participate in an RJR Marketing Plan, and we are “locked 
out" from maximum opportunity to build our business; and have therefore pulled all 
promotional resources. This entry identifies accounts where we have elected not to allocate 
promotional resources due to merchandising considerations. The accounts may be PM 
Exclusive or have two or more competitors with merchandising contracts. An account with 
this designation will not be sent workplan promotions. 

• How to report? ; \ 

If an account is PM Exclusive; PM EXCLUSIVE ; 1 

RJR LOCKOUT 1 

(RJR LOCKOUT may not apply to a carton outlet where 
PM has an Exclusive agreement and RJR has signed a 
Meeting Competition contract and taken secondary 
position - in this case you would report; PM EXCLUSIVE 1 

only.) -- 

If an account is participating with PM, B&W and LOR, but not RJR: 



PM MASTERS 

1 


BW PLAN 

1 (traditional pack display) 


LOR PLAN 

1 


RJR LOCKOUT 

1 

PM EXCLUSIVE 


% ’ 


• This entry identifies accounts where PM has signed an Exclusive agreement. In package 
accounts, typically on]y PM displays would be present. In carton accounts, it is possible to 
designate PM EXCLUSIVE . BW PLAN AND LOR PLAN at the same time. The carton 


account would have PM carton and package fixtures, and both B&W and Loriilard would 
have purchased space on the fixtures. In addition, RJR could have a Meeting Competition 
Carton contract in place as well, which would be reported by the contract entry. 

• How to report? 

If a carton account is PM Exclusive with B&W, Loriilard and RJR on contract: 

PM EXCLUSIVE 1 

BW PLAN 1 

LOR PLAN 1 

(Do not report PM MASTERS in addition to PM EXCLUSIVE) 

If a package account is PM Exclusive: 

PM EXCLUSIVE 1 

RJR LOCKOUT 1 
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PM MASTERS - BW PUN - LOR PUN 


• These entries identify whether a retail account has signed merchandising agreements with 
specific companies. These entries should be reported in all package and carton outlets if 
applicable. 


• How to report? 

If a pack account is contracted with RJR (level 2 Maximized Presence), PM, B&W, and 
Lorillard: 

2 RJR FP BRANDS 1 
1 RJR SAV BRAND 1 
PM MASTERS 1 
BW PUN 1 

LOR PUN 1 


COMPONENT 


This entry is to be used in pack, carton and CTS outlets when PM has signed a component 
contract ($50 per month) and ships their promotions to these accounts. 

How to report? 

If a pack account is contracted with RJR (Level 1 Traditional SS), LOR and B&W and PM 
signs a component contract for a Marlboro fixture in order to work their promotions: 

1 RJR FP BRAND 1 
1 RJR SAV BRAND 1 
PM COMPONENT 1 
BW PUN 1 

_LOR PUN 1 

BW BOX/PUN 


• This entry is to be used in pack, carton and CTS outlets when B&W has placed one of their 
Flexmaster fixtures. Do not report BW PUN in addition to this entry. This new entry will 
enable us to know how successful B&W is at placing their new fixtures. 

• How to report? 

If a pack account is contracted with PM and B&W (B&W utilizes a Flexmaster fixture): 

PM MASTERS 1 

BW BOX/PUN 1 

RJR LOCKOUT 1 


* * 
A 

1 


PM 


NO PROMOTION 


• This entry is to be used in any outlet where we don’t want them to receive promotions 
shipped from wholesale (based on forthcoming guidelines) and it's not an RJR LOCKOUT 
call due to low volume. 

• How to report? 

Store selling 50 CPW and is known to remove discounting stickers from packs in a DPC 
display: 

NO PROMOTION 1 
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WHO UPDATES THE MERCHANDISING TABLE? . 

• For chain accounts . KAMs and AMs are responsible for maintaining master list accuracy via 
mass updates (Function M51) whenever possible, or by individual chain store when 
necessary. 

• For independent accounts , it is the Sales Rep’s responsibility to make the initial entries, as 
well as ongoing updates. 

SPECIAL NOTE TO RBM 


• Prior to the July 3,1998, Master List deletion date of the current merchandising table 
entries, it is strongly recommended that you “take a snapshot" of what the region looks 
like today. You should request all necessary reports (by region, division and assignment if 
necessary) so that you maintain a hard copy record of your current merchandising status. 
This will assist you when developing the 1999 plan, as well as tracking the progress of the 
_new table entries. 

OTHER INFORMATION 

Based on communication process and timing, the week of June 26,1998 will be a transition 
week, which may result in you not receiving all of the new merchandising table entries promptly. 
However, these entries should be there after doing a complete download on or after July 6, 
1998. 

Attachment A is a one-sheet reference guide to also assist you. Attachment B to this letter will 
give you a visual representation of how the Merchandising Table entries should be reported. 

Keeping your Merchandising Table entries accurate to reflect the current set-up for the 
accounts you are responsible for is very important and allows us to make sound 
business decisions. 

If you have any questions concerning Merchandiser Table reporting please contact your 
manager. 

Program Contact: Lucinda Sheer, extension #2619 


R. J. REYNOLDS TOBACCO COMPANY 
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Merchandising Table Entries 
Reference Guide 


ATTACHMENT A 
FSC-99-B 


1 RJR FP BRAND, 2 RJR FP BRANDS, 3 RJR FP BRANDS AND 1 RJR SAV BRAND 


* Report the number of full price and saving brands that have the ability to communicate the 
brand’s positioning via display signage and/or side carton facings, paid or non-paid. Do not 
include an RJR pack merchandiser or feature pack facings. 


MERCH NEUTRAL 


* An account is merchandising neutral if it doesn't participate in any manufacturer’s 

contracted merchandising programs, or RJR has chosen not to contract due to low volume 
while a competitor has. 


^ RJR LOCKOUT 

. -I m . 

• An account has chosen not to participate in an RJR Marketing Plan, therefore we are 
“locked out’ from maximum opportunity to build our business and have pulled all 
promotional resources. 


PM EXCLUSIVE 


• In a pack account, PM has signed an exclusive agreement and has the only displays and 
advertising. 

• In a carton account, PM has signed an exclusive agreement. PM carton and package 
merchandisers are utilized. It is possible that the store has signed an RJR Meeting 
Competition plan (secondary position) as well as plans with other competitors. 


PM MASTERS - BW PLAN ♦ LOR PLAN 


• Report ail companies that an account has a signed merchandising agreement. BW PLAN 
indicates that they utilize their traditional counter displays, or that they have bought carton 
space on competitive fixtures. 


PM COMPONENT 


• PM does not have a Masters or Exclusive agreement, and has placed a supplemental 
fixture and signed a Component contract for $50 so that they can work their promotions. 


BW BOX/PLAN 


• B&W has placed their own fixture in an account. Do not also report BW PLAN. 


NO PROMOTION 


• Report to prevent promotions from shipping into an account and it's not a LOCKOUT due to 
low volume. 
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ATTACHMfc... B 
FSC-99-B 


Store has traditional SS set and has agreements with RJR and PM. 

RJR Marketing Plan = TNL1 (Traditional NSS Level 1) *System III without enhanced 
bottom signage cannot communicate two FP brands. 



1 RJR FP BRANDS 
1 RJR SAV BRAND 
PM MASTERS 


86 L® dfrSIS 


Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 















Store has traditional SS set and has agreements with RJR and PM. 

RJR Marketing Plan = TNL2 (Traditional NSS Level 2) *Wrap APD can communicate 
two FP brands. 



2 RJR FP BRANDS 1 
1 RJR SAV BRAND 1 

i 

PM MASTERS 1 

66L0 /-S8TS 

Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 













Store has Maximized Presence set up and has agreements with RJR and PM. 
RJR Marketing Plan - MXP2 (Maximized Presence Level 2) 



0080 


Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 

























Store has traditional NSS set and has agreements with RJR, B&W and Lorillard. 
RJR Marketing Plan ~ TNL2 (Traditional NSS Level 2) 



1080 jL^STS 


Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 

























Store has agreements with PM and B&W while RJR was unable to get a contract. 
RJR Marketing Plan = none 



BW PLAN 
RJR LOCKOUT 


2080 Lh SIS 


Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 































Store has an exclusive agreement with PM. 
RJR Marketing Plan = none 



PM EXCLUSIVE 1 
RJR LOCKOUT 1 


£080 it-STS 


Source: https://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 
























Store has traditional SS set and has agreements with B&W. RJR cancelled contract 
due to low volume. 

RJR Marketing Plan = None 



BW PLAN 1 

MERCH NEUTRAL I 


source: nttps://www.industrydocuments.ucsf.edu/docs/zfjyOOOO 
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